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SMALL BUSINESS INSTITUTE
BENEFITS MONTANA FIRMS
By Maribeth Dwyer, News Editor
Office of University Relations
University of Montana

If every owner of an independent business in western Montana knew that
a professional analysis of his or her firm could be had free for the asking,
the students in an upper-level policy class at the University of Montana
would be even busier than they are.
These students

serve

as consultants to businesses as part of their .

work for a three-credit course taught each quarter by Dr. Richard Dailey, associate
professor of management in the School of Business Administration.
Dailey says the service to business is a result, not the goal, of the
course.

Its primary purpose is to give students the chance to learn by

applying their academic training to real-life situations.
The students' consulting projects receive support from the Small
Business Institute in the federal Small Business Administration (SBA).
Dailey said the SBI program started in the fall of 1972 when somebody
in the SBA headquarters in Washington, D.C., conceived the idea of having
business majors, under faculty supervision, provide management counseling
for small businesses.

These are firms that cannot afford the fees charged

by private consultants, Dailey noted.
(over)

small business institute--add one

Thirty-six schools participated the first year, and now about 400
nationwide have SBI programs, including the University of Montana, Montana
State University and Eastern Montana College.
The SBI gives the University $250 for each firm Dailey's students
work with to cover cost of travel, telephone, and binding and copying reports.
The students themselves are responsible for the typing of the reports.
Most of the SBI clients are retail or service businesses--and most
apply through the management assistance officer in the Small Business
Administration district office in Helena.
Fall quarter 26 UM seniors and seven graduate students worked
in teams that served 17 businesses in Butte, Victor, Poison, Missoula and
Florence.

Most teams

had two members.

Their clients included two automobi1e dealerships ,.a fast-food
restaurant, a construction firm, a non-profit medical clinic, two drugstores,
a printing company, and a manufacturer of log buildings.
firm

took

Even a consulting

advantage of the consulting service given by the students.

It is easy to get this free service.

The only requirement is to fit

the SBA definition of a small business as one independently owned and not
dominant in its field.

A business doesn't have to be in trouble to apply,

and it doesn't have to be involved in any other Small Business Administration
program.
Upon completion of the simple application procedure--only one form
need be filled out--the applicant is assigned a UM team.

The team comes

in and looks at the firm's management structure and environment, including
the local economy, and does market and financial analyses to identify
strengths and weaknesses.
The team's written report on the case sets forth its findings and
recommends corrective action.

Sometimes

a team will advise a follow-up.

For example, this quarter a team made recommendations on problems found
(more)

in the areas of personnel and accounting.
a major problem in marketing surfaced.

In the course of the review,

The team's report recommended

that a second team be brought in winter quarter to conduct a thorough
market analysis.
After Dailey evaluates them, the reports go to the clients and to
the Small Business Administration.
"This is the most important report you will write in your college
career because it doesn't stop at the professor's desk," Dailey tells his
students.
And the reports really do affect the conduct of businesses.

The

owner of one enterprise analyzed last year has said he would not still be
afloat if he had not received and followed the recommendations of an SBI
team from UM.
"These students are functioning in a professional role, and I want
them to realize that," Dailey says.
"They tell me they work harder in this course than in any other--but
they get more out of it because they are learning from actual business
operations.

Their experience will improve their chances in the job market,

too, because it looks good on a resume to say you have done a consulting
analysis for a business."
On the last day of class, Dailey asks the students how much time they
have spent on their consulting cases.
they haven't been counting.

The question takes them by surprise;

When they look back at their schedule for

the quarter, they discover they have each put in about 100 hours.
This adds up to a lot of dedication and expertise at the service of
small businesses in western Montana.

